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31000 MILE CAMPAIGN SPOTLIGHTS INDUSTRY'S BIGGEST JOB 


Concerted Action Needed to Eliminate Public 


Indifference to Benefits of Regular Lubrication 


It's odd how one definite action often 
crystallizes a widespread sentiment. Many 
times a condition which masses of individuals 
heve disliked or disapproved has been allowed 
to continue with little opposition until some 
definite step has served to concentrate atten- 
tion upon ite But when sentiment is crystal- 
lized real and constructive action invariably 
followse 


For example, lubrication men as individuals 
have for years known that the general motor- 
ing public did not realize the necessity of 
complete and constant lubrication and the 
benefits to be obtained from ite From time 
to time efforts were made to change this pub- 
lic indifference by means of educational cam- 
paigns, but unfortunately these were not con-= 
tinued long enough to obtain lasting improve- 
mente 


Apparently the Institute's program to 
launch a nation-wide "1000-mile lubrication 
habit" has served to crystallize sentiment 
emong lubrication mene The Institute has 
received congratulatory messages on its de- 
cision from all sections. There can be no 
doubt that the industry is in favor of such 


campaigne 


But approval by members in the industry 
is just a small step toward attaining the 
real objective. The millions of motorists 
who do not lubricate their cars oftener than 
_ every 2000 miles or more--they are the ones 
who must be educatede Men who what 
) lubrication means do not need to be told its 
benefitse 


Folder Noe 1 In a Carefully Planned Program 
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The Institute Spokesman © 


It was with that thought in mind 
that the Institute decided to offer 
its members a series of short, terse 
sales folders to be distributed to 
motorists when they drive in for gas 
and oile These folders, graphically 
illustrated, contain a message that 
can be read in three minutes or lesse 


After careful consideration it 
was decided to stress three basic 
thoughts in each of the folderse These 
thoughts are that correct lubrication 
(1) promotes safety because a well 
lubricated car is a safer car to drive; 
(2) protects the investment of the 
motorist because a well lubricated car 
lasts longer with fewer repair bills, 
and (3) improves performance because 
a well lubricated car drives better 
and handles easier. 


To deliver such messages ouce or 
twice is not enoughe They must be 
emphasized again and again to impress 
upon the motorist that it is to his 
advantage to lubricate his car every 
1000 milese That is why a series of 
folders was decided upon--each with 


I realize that Institute 
members are busy now with 
their spring plans and 

activities; nevertheless, 
I want to urge all of you 
to enter actively NOW in 

the 1000-mile lubrication 


campaigne 


This campaign is not merely 
for the good of the entire 
industry e It gives each 
of you a chance to build 
immediate sales wherever 
the folders are distributed. 
Therefore, it is a direct 
advantage to your company 
to distribute these folders 
through your own outlets. 
I cannot emphasize too 
strongly the need for im- 
mediate actione 


President 


a timely or seasonal topic based upon 
the three fundamental thoughts. 


The first of these folders--the 
Spring number--deals with the neces- 
sity of complete and thorough lubri- 
cation for spring driving and empha-~ 
sizes the need for lubrication every 
1000 miles in all seasonse Judging 
by the reception accorded Miss Spring- 
time, this is a service which the trade 
has wanted a long timee The Spring 
folder has been universally praised 
and the Institute is immensely grati- 
fied at this indication of the atti- 
tude of its memberse 


As has been said, subsequent 
issues will contain equally graphic 
messages designed to stress the 
necessity and benefits of complete 
lubrication every 1000 miles. These 
folders may be obtained at cost-= 
$4225 per thousand is the maximum 
price and this will be reduced as the 
number printed increasese Members 
can order their folders from the 
secretary of the Institute, Keith 
Building, Cleveland, Ohioce 


Institute Activities Get 
Editorial Attention 


Recent activities of the In- 
stitute have received wide attention 
from publications in the industry. 
The 1000-mile lubrication campaign 
is, of course, of most interest 
since it affects the entire auto= 
motive industrye For this reason 
the amendment of the Institute con- 
stitution and by-laws to permit the 
election of associate members was 
of particular interest. The change 
in name to the National Lubricating 
Grease Institute has also received 
attentione 


Among the publications which 
have printed articles about the 
Institute and its activities are 
the National Petroleum’ News, 
Petroleum Age, Lubrication and 
Maintenance, Motor, Gasoline 
Retailer, Super Service Station and 
many otherse 
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ORDER FORM 


NATIONAL LUBRICATING GREASE INSTITUTE 
Keith Building, Cleveland, Ohio 


Please enter our order for the following: 


copies Folder No. 1 (for release April, 1937) 


¢ * " October, 1937) 
{.” " December, 1937) 
@ " February, 1938) 
@ $4.25 per thousand 
IMPRINT INSTRUCTIONS * 
one 
Folders are to be imprinted in "7 colors as follows: 


* Price of Imprinting: 5,000, $1.85 per Me 10,000, 
$1774 per Me 5,000 and over, 


$1.67 per Me 


SHIPPING INSTRUCTIONS 
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Those three minutes during which 
the attendant fills the gasoline tank 
cleans the windshield and does other 
courtesy services--what a golden op-= 
portunity to impress upon the motorist 
the benefits of the 1000-mile lubricate 
ing habits 


When a motorist drives in for 
gasoline or oil,he has nothing to do 
during the three-minute service period. 
A terse, well prepared message handed 
to him receives his undivided atten- 
tion at that timee Even if he does 
not read the folder completely he 
cannot escape its message because the 
illustration alone will give him the 
ideae For a few moments at least,his 
thoughts are turned toward lubrication 
and its importancee Thus, he is likely 
to act favorably on a suggestion by 
the attendant that a chasis lubrication 
is in ordere In this way the folders 
create immediate salese 


But regardless of whether an im- 
mediate sale is made, the constant 
repetition of these messages is certain 
to have a beneficial effect in the 
campaign to establish the 1000-mile 
lubrication habite Therein is the 
real benefit. Eventually the motorist 
will realize the importance of regular 
lubrication from the standpoint of 
safety, of protection of his invest- 
ment in his car, and of better driving. 
And that is the ultimate goal. 


Picture the effect of thousands 
of these messages handed out daily, 
week after week, throughout the land. 
Isn't it logical to expect a substan= 
tial increase in the amount of lubri- 
cants sold? There is real profit in 
the golden three-minute opportunity-- 
profit for every member of the 
Institutes Remember, your folders 
will be distributed by your dealers; 
end since they inspire immediate 
action, they have an immediate effect 
on your sales. 


Not Convert Them Into 


GOLDEN MINUTES... 


Profit ? 


AN INVITATION TO COMPANIES ALLIED 
WITH THE LUBRICATION INDUSTRY 


Last month we announced that the 
Institute's constitution and by-laws 
have been amended to permit the ad- 
mission as Associate Members of those 
companies whose product or service 
is used in the manufacture, sale or 
distribution of lubricating greases. 
This month we are inviting such 
companies to teke advantage of the 
opportunitye 


The objective of the National 
Lubricating Grease Institute is to 
promote the interests of the industry 
as awholee The newest phase of its 
activities is a campaign to emphasize 
the importance of the 1000-mile 
lubrication habit, as described else- 
where in this issue. 


Obviously,this campaign is going 
to result in increased sales of lubri- 
cants by dealers and service mene 
Increases intheir business mean more 
business for concerns whose product 
or service is used in the manufacture 
sale, or distribution of lubricating 
greasese Such concerns will find it 
distinctly to their advantage to enter 
actively inthis campaigne For ine 
formation on Associate Memberships, 
write D. S. Hunter,Executive Secretary, 
Keith Building, Cleveland, Ohioe 


A NEW ASSOCIATE MEMBER 


‘Recently elected as an Associate 
Member of the Institute is the Sowers 
Manufacturing Company of Buffalo, 

Ne Ye De W. Sowers is president of 
the company. Most of our members are 
familiar with the Sowers company 
through Frank Hugginse Sowers products 
include seamless steel and oil jacketed 
kettles, mixers, vacuum pressure pans 
and single sheet apparatus. 
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The great power of a campaign 
like this may not be realized until 
one considers figurese Let's sup- 
pose that all members distribute 
these monthly circulars through their 
organizations. By the time the cir- 
culars reach tle outlets, whether 
they are gas stations, garages, car 
dealers or repair shops, it is easy 
to imagine tens of thousands of points 
of contact with motorists. 


This vast army will carry the 
message straight to the motarist at 
a time when he is ready to consider 
the protection of his investment. 
Millions of motorists are contacted 
daily by this group and with a new 
circular every second month, each 
repeating the same messagée 


In each case the motorist will 
have the opportunity to read the 
circulars while the car is being 
serviced, and the service man will 
have the opportunity to turn the 
message into immediate actione 


Every Member Can Cooperate 


Constant repetition of the slogan 
and of the insignia will add to the 
momentum of the campaign and make it 
impossible for any motorist to eseape 
the warninge The following check list 
gives suggestions of where the slogan 
may be repeated: 


** Insignia on "A" signs displayed in 
driveways, etce 

** Insignia on posters,painted signs, 
road signse 


** Insignia on advertising folders 
and other literature. 


°° Insignia on letter heads. 


Insignia on newspaper and magazine 
advertisements. 


Slogan and insignia and campaign 
in Sales Bulletins and House Organse 


** Slogan in radio, local and national 
campaignse 


°° Campaign, slogan and insignia dis- 
cussed in meetings with salesmen and 
dealerse 


Then finally the men at the 
front--the men who must make the final 
contact--must be continually interested 
and enthused, through the members’ 
regular channels of selling and distri- 
bution. These are the men who have the 
golden 3 minutes of opportunity to turn 
all of this effort into actual sales. 
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